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) ee and (OL I am Vilnaiied to be here today and to speak 
0 you as a men's wear mefchant. It could be that the i ea ae ie was 


oming from a medium size, peatea le located American Hee Typical 

My sales message is on the importance 
I will try to show you that men's clothing is more 
tent in many ways other than merely a Sta haart a for the body. I will 


ime more than a surface Legian For example, I 


st that those who seek to mislead consumers ere your natural 


les” and are iiniitalea the very precepts you try so nard to incul- 


Not only in the pier curri- 
ut At in the field of adult education. In one sense, it sur- 
ne ital It surprises me that, in these days: when adult education 


ae are interested in an educational program where fabrics 
ns instead of popcorn and polaroids are the featured attrac- 


/ 


our work is helping to make us a country of intelligent buyers, © 
+ means real achievement and the net result is a better com- 
But, specifically, from the businessman's 


tional Saye the sounder is the basis for the retatiens Ss program 
In the long run, ‘this means better service, better competition and! 
business because we deal with selective consumers. ag” Oat 
It is with some hesitation thud I use statistics ‘with such a well | 
informed audience. You are undoubtedly acquainted with the Department 
of Commerce figures which show that approximately seven percent of Ee 
consumer dollar goes into apparel. It is this figure that makes tex 
and apparel of real economic importance in the home economics field. 


Of the seven Barret the American family spends for apparel, appro 
imately four percent goes for women's wear, and one-half. of that figure 
goes for men's wear--about 2%. From the viewpoint of the family budget 
then, professional home economists and teachers of this important | subj 
should devote half as much attention, time and study to men's wear as_ 
do to women's wear. My guess is that this situation does ae exist. 
Maybe it is natural for more attention to be paid to women's wear. ‘Lad 
can ete own clothes. Style Boye in women's wear are faster _ 
than in men's wear. And then the women's wear manufacturers and retail 
ers have always been far,‘ far ahead of us when it comes to appealing to 
their consumers. As a result, the poor male of the family usually gets 
what's left of the. clothing budget after the ladies' wants are satisfi 
But even these and other considerations do not excuse the facts, as I 
them, that home economists practically ignore men's wear in their: st: 
and teachings. Let me repeat: From the viewpoint of the family bud 
the apparel for the male deserves at least half the attention given 
your profession to the distaff side. ae 


Here is an interesting fact often overlooked. We have heard so_ 
much talk of a discouraging nature that the men's wear industry is sl 
ping; that it is getting less and less of the consumer dollar; that’ of 
years ago the average man only bought one~half of a suit year and now 
he is buying about one-third of a suit a year--in other words, the ave 
age man did buy one suit every two years and now he waits almost thre 
years. The EA rt thing so often overlooked is that the downward. 
trend in men! ‘S wear has ean duplicated in women's Baki ts 


Twenty years ago, women's wear was getting twice as ee of the | 
sumer spendable dollar as it is getting today. The same is true of men 
apparel--no better and no worse. The down trend has effected all app 


“ Why this has happened is a question where your. guess jisas: good as 
mine. Possibly apparel is being made better; maybe consumers, thanks* 
to the work of the home economists, are better apparel buyers; maybe 
Mr. and Mrs. America are taking better care of their clothes; maybe the 
trend to casual living has caused the consumer to wear apparel that is 
less expensive, Maybe the dress standards of America have fallen, a 
when we ‘observe some of the high school students with their dungar« 
their carefully soiled white shoes and their purposely torn shirts 
reach the conclusion that might be the answer, Lil Abner has not 
a particularly good influence in American dress habits and mele 
has become a popular community. ih 


+ Pincers logical answer is that in the competition for the consumer 
dollar, other industries have made themselves more attractive. Those 
industries which are based on temporary pleasure have gotten, during 
the past twenty years, a greater and greater slice of the consumer dollar. 
ae More money is spent on cigarettes than on apparel. More money is spent 
on movies than on both men's and women's clothing even in this television 
age. Dollarwise the American public is eating better, drinking better, 
(Bee cars, furnishing their homes better--and dressing worse. 

_ Because this might be the answer so far as men's wear is concerned, is 
all the more reason why I should try to convince you to teach and spread 
_ the word that men's clothing is important. 


Avery important study made by our friends the U. S. Department of 
riculture several years ago disclosed that men do not buy clothing 

ist for body covering. The real reason men buy clothes according to 

is study--with which I fully agree--is in this order: To impress fel- 
w workers and get better jobs; to maintain and improve social position 
_ the community; to win or hold a woman. 


- Clothes make the man. During the depths of the depression I had the 
_ good fortune of proving that fact. In the early 1930's you may remember 
the days of the breadlines and the apple sellers on the corners. Nat- 
urally men's wear stores were hard hit for lack of customers, Patched 
nts in those days were the usual, not the unusual. Individually and 
tionally we were financially and mentally depressed. Something had 
to be done to improve the dress habits as well as the thinking of our 
ndividuals. It was then that I concocted dn advertising campaign 

ch we called "P, A,"--the initials for "Personal Appearance", The 
sidiary keynote was the old line "Dress well and succeed." This 

gram worked like a charm in revitalizing my own business. I fran- 

ch sed newspapers all,over the country to use this campaign and men's 
wear stores from all over reported that it stimulated a new interest 

in dressing well. More important is the fact that we convinced hun- 
eds of thousands of men that we gave them new hope and helped a 

ttle, I believe, to bring them out of a psychological depression, 

e€ men who recognized the importance of personal appearance, dressed . 

a to succéed and did succeed. 


: In this connection, it is interesting to me how we.take style cues 
om ae a or from popular figures. You people who. devote your 


based. on ‘the sound ‘principle that we often imitate what we tive, respect 
Bamive- 


oe tell us diab there has been a big trend in that particular hair 
Berle: because of Mrs, Eisenhower. This is just as normal, it seems to 
me as the fact that more people than ever before are beginning to play 


like to originate their own ideas, rather than copy others. 


favor of quiet, harmonious shades. 


I venture to say the President aed se pete to fave cons era 
influence on the clothing industry--in fact, it can already be felt 
His "Eisenhower jacket", you will recall, was an innovation in militar 
clothing that was even adopted by the United States Marines, who ad 


President Eisenhower is a superbly well-dressed man. He wears con 
servative suits, well-tailored, favoring for color what we might cal 
"inconspicuous quiet tones," His neckties have simple patterns, designed 
not to stand out, but to blend with the rest of his attire. Pie 


teacher, In the President's case, he Hite ai a great deal on creleutt g 
his personality to huge audiences of people. To do this, he relies m 

on his face, his hands and his voice. To him, facial expression is e@. 
tremendous stock in trade. For these reasons, his clothes need to ce 


For some people, I would recommend bow ties, lantinodt dais doliare feel 
ornamentation of dress--but for him, an "Ike-suit" not a ee 


years. We can expect more and more male customers to Aang a combina i 
tion of quality material, conservative tailoring and rie? pana in ae 


It is true that the well dressed man is impressive. He re Pi. 
dent. He inspires confidence. He is a better business man. 


winner. To be successful in business or as a farmer or as a mechanic, 
or as a teacher, you must have pride in yourself. You must reflect your 
personality to others. The fastest easiest way is to have! Ora per= 
sonal appearance, : Retin ee 


I know that is a question PoLer ne hee economists and laymen consumers 

alike. To my knowledge, men's clothing prices have never been and neve 
can be out of line. ‘They cannot be because there is far too much comp 
tion; there is too much available supply at all levels of sys eae (| 


Here Ne proof of that statement, About three wears ago raw wot 
prices got out of hand. As you know, good apparel wool comes from Aus— 
tralia and our price controls never had any effect on the foreign wool ra 
auctions. I recall a speech in February three years ago at a national ah 
clothiers convention where a spokesman for the wool industry said that 
because of these high wool prices the price for men's summer suits wc 
be doubled. It didn't happen. It couldn't happen. What happened was 
that spurred by the fantastic wool prices, synthetics came into be 


th ee In the following sunnc¥ Bowe men's suits were: 


Ae ac not know of a keener competitive trade than that of the ments 
ae industry--which is all to the protection of the consumer and an ef- 
fective brake on any improper prices, At the fiber level the synthetics 
_ and the blends and the miracle fibers are waging a "battle of the fibers" 
_ competing for your favor and your dollar. At the mill level where the 

_ fibers are made into cloth, the situation is strongly competitive with 

a big battle now going on between the Northern mills and the Southern 
mills. When we get to the clothing manufacturers, and by clothing I 

BR mean suits and outercoats only, it is astounding that there are well 
over two thousand different manufacturing plants. 


a And that competition is nothing to that at the retail level, The 
last census reported approximately 27,000 stores selling only men's and 
. boy's clothing and furnishings. But on top of that we must add family 
' clothing stores, variety stores, department stores, mail order houses, 
¥ supermarkets and even drug stores selling men's pants. The National 
he: _ Association of Retail Clothiers and Furnishers pee estimated that over 

75,000 different retail outlets are selling men's apparel. With that 
* keen competition, certainly the consumer does ie have to worry about 
Beshombi tant prices 


.-. ew Look at the figures. They show ieuetvaly that men's clothing 
is a good buy--and has been consistently. The Bureau of Labor Statistics 
cost of living indexes show that the cost of living was slightly under a 
BF cot of doubling the 1939 figure, All apparel maintained.the same pro- 
Be orisen. However, men's wear alone, statistics show, kept about 10% below 
_ the pace of other apparel, 


A = 
a: Generally speaking, if the overall cost of living goes up, men's 

Yi wear will keep a normal pace--never more--and usually slightly less than 
the average. If you remember the price picture, food was the main factor 
‘ Pain’ this increase, with clothing behind and rent way behind. Recent fig- 
ures indicate food dropping back; rents increasing strongly; and apparel 
_ tending away from decreases in ‘price which have been evident for nearly 
8 year. 


In aa Poenicess: next Fall we will have a slight price problem in 
men's apparel, The clothing manufacturers are almost 100% unionized and, 
recently, the workers gained their first wage increase in three years. 
This was about a 10% increase. Because we retailers buy long in advance, 
bi this added cost in making men's apparel is not yet reflected on the retail 
ee counters, It will be next Fall before this increase is felt, However, 
os do not think the full amount of the increase will be passed:on to the 

t consumer. The keen competition which I talked of will make manufacturer 
¥ and retailer soften the impact a the consumer by absorbing parts of this 


Nees the war. 


babe 


aoe 
- 


‘I have said that men's Stebel are dap aanel I Lalu ioc 
that’ vhinking. For years we in the men's wear hapideS is Hi isk sbi 


to’ poke fun and treat mrfeioacah 2, some ie a moar Mica | 
is’not true any more, Men's wear today is news, being treated respect: 
fully by leading publications all over the ‘country: » How many of you saw 
the May issue of the famous Vogue. magazine? For the first. time, an 
women's high fashion publication had a man's suit on the cover and dev 

sixteen pages on the inside to the subject of dressing the male fashior 
ably and properly. This is just part of the growing men's wear public ;) 
Today there are fifteen national magazines devoting regular space to men's © 

wear. Women's magazines—-such as Good Housekeeping and the publicatio | 
distributed through the chain food stores--are telling the housewive 
about proper men 's apparel, Over six wcovarsilers iecudatseal nivlh eat 


manner of American living today, are al just parts of the news 
of ments wear today. I am not a chemist, so I will not sveaetiiins sy) so- 


est. I know that you are being asked many Lied ules concerning | th 
your students, your clientel and the people you advise. Hs) 
than I how the consumer imagination has, been. wielah nerve by the pr mis 
_ these sensational new fabrics. i ‘ 


' With this first hand impact upon you as professional hone economis: 
you must now agree with me that men's clothes are important, ome iit 
recognize that, you must know that yours is a responsibility pine 
the facts of ments clothes, to teach those facts, and to use your. 
spread influence to have the American man dress better. Part of 
job is ‘to improve the standard of living. That includes ae standards 
of apparel living, for the man as well as the WOTAN « 

You can be sure that the retailers of fuiticn stand ready, 
and ie to help. 


Thank you. 
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